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NTRODUCTTON.

The project How to become a digital entrepreneur? aims
to equip young people from North Macedonia, Bulgaria
and Poland to become future digital entrepreneurs. The
project is led by the Association for Cultural and
Educational Development YOUTH ON BOARD from Stip,
North Macedonia in partnership with Via Civic
Association from Bulgaria and Stowarzyszenie
Rozprawy o Europie from Poland funded by the
Erasmus+ programme, Small-scale partnerships in youth.

The overall project objective is to prepare young people
from North Macedonia, Bulgaria and Poland to become
future digital entrepreneurs. In addition, it will 1) create an
innovative training program for digital entrepreneurs and
2) strengthen the capacities of 60 young people to
become future digital entrepreneurs (20 per country).

A group of young people nominated by the project's
partners will enhance their digital skills needed for
reskilling and upskilling so that they can develop their own
enterprises, be employed in digital enterprises, or a
company that intends to use the benefits of digital
transformation. The project will combine digital and
entrepreneurial skills for the professional preparing them
to start their own local companies thus making them
leaders in the economic market. It will also contribute to
the digital transformation of society and the
entrepreneurship community through the development of
digital readiness, resilience and capacity of the young
people who are the main target of this project. The young
people will pass through several different modules and
mentorship sessions that will prepare them to become
future digital entrepreneurs.
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https://youthonboard.com.mk/
https://viacivic.org/?lang=en
https://rozprawyoeuropie.eu/

GENERAL INFO ABOUT THE
TRAINING PROGRAMME.

The training program for future digital entrepreneurs is targeting
young people from North Macedonia, Bulgaria and Poland offering
them an opportunity to become future young digital entrepreneurs. In
specific, the training program will be used for strengthening the
capacities of 60 young people from the targeted countries to become
future digital entrepreneurs. The training program include theoretical
and practical parts accompanied by lot of examples guiding
participants to work on their business ideas. A combination of different
methods - from formal and nonformal education are included in the
training program.

The programme is divided into two parts. The first part is
Entrepreneurship, business models and environment and generation
of business ideas while and the second part is Digital Marketing
Fundamentals, Key Components of a Digital Marketing Strategy
framework, KPI's.

The Entrepreneurship, business models, environment and generation
of business ideas contains 2 modules, 8 sessions while each module has
4 sessions. Module 1 focuses on entrepreneurial culture and skills,
creative problem solving and business idea generation. Module two
covers business environment, digital business models and business
model canvas.

The Digital Marketing Fundamentals, Key Components of a Digital
Marketing Strategy framework, KPI's contains two modules and seven
sessions. The first session is online and covers Digital Marketing
Fundamentals, Introduction to various types of Digital Marketing,
Digital Marketing Goals and Objectives, and Key Components of a
Digital Marketing Strategy framework. The second session is offline and
covers Integrated Digital Marketing, Elements of a strong brand
strategy, Social Media Marketing, Content Marketing, and Learning
performance measurement.
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CONTENT OF THE TRAINING
PROGRAM

Entrepreneurship, business models and
environment and generation of business
ideas

Table 1: Entrepreneurship, creative problem solving and generation
of business ideas

Digi - entrepreneurship, creative
Name problem solving and generation of
business ideas

o Better understanding of
entrepreneurship and its impact
on society.

e Gained knowledge and skills on
creative problem solving and
generation of business ideas.

e Created problem tree.

o Generated ideas for the solutions
of the previously registered

Objectives problem.

o Selection of the optimal idea as a
solution of the problem.

e Increased self-empowerment,
self-confidence and feeling of
independence.

e Increased competitiveness on
the labour market.

e Increased motivation for starting
their own business.

04



Method

The training is based in the experiential
learning methodology.

Experiential learning is a methodology
that emphasizes learning through
hands-on experience, reflection, and
action. Experiential learning involves a
four-step process: experiencing,
reflecting, conceptualizing, and
applying. In the experiencing stage,
participants engage in an activity that
challenges them to apply their
knowledge and skills in a real-world
context. In the reflecting stage,
participants reflect on their experiences
and identify key insights and lessons
learned. In the conceptualizing stage,
participants integrate their experiences
into broader concepts and theories.
Finally, in  the applying stage,
participants apply what they have
learned to new situations.

One of the key benefits of experiential
learning is that it allows participants to
develop practical skills and
competencies that are applicable in the
real world, through gained experience,
taking ownership of their learning and
teamwork.
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o Session 1. Introduction and ice-
breakers:

Exercise: Day in the life of an
entrepreneur: What and who are
entrepreneurs? Abilities and
characteristics of Digi — entrepreneurs.

o Session 2: Generation of business
(green) ideas through the
methodology of Creative problem

Sessions outline solving (CPS model).
Exercise: Creating a problem tree
 Session 3: Generation, selection,
and evaluation of business ideas.
Brainstorming technique.
SCAMPER technique.
Exercise: List of 50 aspirations;, COCD
box for selection of ideas and evaluation
matrix.
Session 4: Discussion and evaluation

e EntreComp: The Entrepreneurship
Competence Framework,
https://eige.europa.eu/resources/Ifna
27939%enn.pdf

« DigComp Framework, https://joint-
research-
centre.ec.europa.eu/digcomp/digco
mp-framework _en

o Creative Education Foundation
(2015). The CPS Process,
https:.//www.creativeeducationfound
ation.org/what-is-cps/

e Puccio, G., Mance, M., and Murdock,
M. (20T11). Creative Leadership: Skils
That Drive Change (2nd Ed),
Thousand Oaks, CA: Sage.

Referential materials

06
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https://joint-research-centre.ec.europa.eu/digcomp/digcomp-framework_en
https://www.creativeeducationfoundation.org/what-is-cps/

Participants

60 participants from the three partner
countries (20 each) — young people with
a need for skills in digital
entrepreneurship and development of
own business.
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Table 2: Business environment, (digital) business models and Business
Model Canvas

Business environment, (digital)
business models and Business

N
ame Model Canvas

e Developed knowledge about the
factors of business environment
and their importance for the
business

« Enhanced knowledge about
business models — their purpose,
types, and elements

o Acquired skills for business model
development

» Developed Business Model Canvas
for a business idea

o Improved skills in team work

Objectives

The training is based in the
experiential learning methodology.
Experiential learning is a
methodology that emphasises
learning through hands-on
experience, reflection, and action.
Experiential learning involves a four-
step process: experiencing, reflecting,
conceptualising, and applying. In the
experiencing stage, participants
engage in an activity that challenges
them to apply their knowledge and
skills in a real-world context.

Method
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In the reflecting stage, participants
reflect on their experiences and
identify key insights and lessons
learned. In the conceptualizing stage,
participants integrate their
experiences into broader concepts
and theories. Finally, in the applying
stage, participants apply what they
Method have learned to new situations.

One of the key benefits of experiential
learning is that it allows participants
to develop practical skills and
competencies that are applicable in
the real world, through gained
experience, taking ownership of their
learning and teamwork.

« Session 1: Introduction and ice-
breakers

Business environment - factors and

influence;

Tools and examples of business

environment analysis

« Session 2: (Digital) Business
models - types and

Sessions Outline characteristics

Examples of digital business models

o« Session 3: Business Model
Canvas - elements and examples

Exercise: Development of a Business

Model Canvas for a business idea

(teamwork)

« Session 4: Discussion and
evaluation

09



 Marketing management 14th ed., P. Kotler
and K.L.Keller, 2012, Pearson Education,
Inc., https://cdn.website-
editor.net/25dd89c80efb48d88c2¢c233155d
fc479/files/uploaded/Kotler_keller -
_marketing_management_l4th_edition.p

df
e Principles of Marketing 2nd ed., P. Kotler
et.al,, 1999, Prentice Hall Inc.,

https://ipsedu.in/downloads/MBABooks/pr
inciples-of-marketing-philip-kotler.pdf
e The Marketing Book, M. Baker, 2003,
Butterworth-Heinemann An imprint of
Elsevier Science,
https://htbiblio.yolasite.com/resources/Ma
rketing%20Book.pdf
e K. Reed. (2020) Strategic Management.
Referential materials Blacksburg, VA: Virginia Tech Publishing.
https://vtechworks.lib.vt.edu/handle/10919/
99282
e W. Colin (Colin M.) Strategic management,
2004, PALGRAVE MACMILLAN, http://dr-
ama.com/wpcontent/uploads/2013/10/Stra
tegic-Management.pdf
e Business Model Canvas, Strategyzer AG,
Zone Industrielle (ZI) Le Tresi 9B
1028 Préverenges, Switzerland,
https://www.strategyzer.com/canvas/business
-model-canvas
e Digital Business Models Driving
Transformation and Innovation, Editor
Annabeth  Aagaard, 2019, Springer
International Publishing AG,
https://digilib.stekom.ac.id/assets/dokume
n/ebook/feb_b2c8f17b97be0bc97c3fbb133
d80196defb2148f 1643016133.pdf

60 participants from the three partner
countries - young people with a need for

Participants skills in digital entrepreneurship and
development of own business.
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Digital Marketing Fundamentals, Key
Components of a Digital Marketing Strategy
framework, KPI's

Table 3: Digital Marketing Fundamentals, Key Components of a
Digital Marketing Strategy framework, KPI's

Digital Marketing Fundamentals,
Key Components of a Digital
Marketing Strategy framework and
KPI's

Name

e Developing critical thinking and
problem-solving skills: Digital
marketing requires strategic
thinking, problem-solving, and
creativity, which can help
develop these sKkills.

« Exploring entrepreneurship:
Digital marketing skills can be
valuable for students interested
in starting their own businesses.

e Staying up to date with
technology: Digital marketing is
constantly evolving as new
technologies and platforms
emerge, so learning digital
marketing can help students stay
up to date with the latest trends
and advancements in
technology.

« Enhancing employability: Digital
marketing skills are highly
sought after by employers across
a variety of industries, making
students more attractive to
potential employers.

Objectives
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Interactive learning that gets students
actively involved in the learning process
through discussion, questions and
sharing of experiential knowledge.
Training provided through case studies,
images, presentation, videos, and
practical examples from the three
included countries.
Through this interactive learning,
Method students are encouraged to collaborate,
express their opinions, and explore
different  perspectives, creating a
dynamic and engaging classroom
environment. Moreover, the sharing of
personal experiences and knowledge
fosters a sense of community and peer
learning, as students learn from one
another's diverse backgrounds and
perspectives.

e Session 1. Introduction to Digital
Marketing, Introduction of the
types of Digital Marketing,
Marketing Mix (The 4ps of
Marketing)

Digital Marketing Goals and Objectives.

Marketing Funnel and Key Performance

Indicators

« Session 2: Digital Marketing
Strategy, Key Components of a
Digital Marketing Strategy
framework: intent, insights, best
moves, content, channels.

Exercise: Digital Marketing Strategy

framework for famous brands. How

Coca-Cola retains their customers and

the strategy behind it.

Sessions outline
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« Session 3: Introduction to Lead
generation, Key elements, Call-
Sessions outline to-Action, Landing pages of
popular brands, best practises.
Digital Marketing Tools and
Automation.

o Digital Marketing Strategy - An
Integrated Approach to Online
Marketing - Simon Kingsnorth

e Investopedia
(https://www.investopedia.com/t
erms/d/digital-marketing.asp)

e Hubspot blog
(https://blog.hubspot.com/marke
ting/beginner-inbound-lead-
generation-guide-ht)

o Coca-Cola Case Study — Research
gate
(https://www.researchgate.net/p
ublication/366463711_Case_study
on_the_Coca-
Cola_Company_Prepared_by_Du
rdona_Bakhodirova_mo-
88_group)

Referential materials

A group of 60 young participants,
with 20 individuals from each of the
three partner countries, share a
common need for skills in digital
entrepreneurship and developing a
digital marketing knowledge.

Participants
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Table 4: Integrated Digital Marketing

Integrated Digital Marketing - Brand
Name Strategy, Digital Marketing Plan and
Performance Measurement

e Improved communication skills:
Content marketing and social
media marketing require students
to communicate effectively
through various mediums such as
text, graphics, and video.

e Understanding consumer behavior:
Digital marketing provides insights
into consumer  behavior and
preferences through analytics and
data analysis, allowing students to
understand their target audience
and develop effective marketing

strategies.
e Increased creativity: Content
Objectives marketing and social media

marketing require students to
come up with creative ideas for
engaging and interesting content.

e Improved digital literacy: Learning
content marketing and social
media marketing can improve
students'  digital literacy by
exposing them to various digital
tools and platforms.

« Understanding the importance of
branding: Learning about brand
identity  can help  students
understand the importance of
branding in creating a successful
business or organization.

14



« Greater flexibility and convenience:
E-commerce enables businesses to
operate online, providing greater
flexibility and convenience for both
Objectives businesses and consumers.
Learning e-commerce can help
students understand the potential
of online business and the benefits
it can offer.

Interactive learning gets students
actively involved in the learning
process through discussion, questions
and sharing of experiential knowledge.

The training will be provided through
case studies, images, presentations,
videos, and practical examples from
the three included countries.

Method Through this interactive learning,
students are encouraged to
collaborate, express their opinions, and
explore different perspectives, creating
a dynamic and engaging classroom
environment. Moreover, the sharing of
personal experiences and knowledge
fosters a sense of community and peer
learning, as students learn from one
another's diverse backgrounds and
perspectives.
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« Session 1: Elements of a strong
brand strategy; Unique Value
Proposition.

Exercise: Target Audience;, Building a
brand persona.

« Session 2: Social Media Marketing;
Organic vs Paid social media;
Business Ads Manager

Templates for Social Media Planning.
Content Marketing.

« Session 3: Digital Marketing
Strategy Plan.

Exercise: Creating a Digital Marketing
Strategy Plan.
Creating digital content wusing a

Marketing tool — Canva

o Session 4: Learning performance
measurement.

Sessions outline

e Building a StoryBrand: Clarify Your
Message So  Customers  Will
Listen(https://www.stanventures.co
m/blog/digital-marketing-books-
professional-
read/#13_Building_a_Story_Brand_-
_Donald_Miller)

e Hooked: How to Build Habit-

Forming Products - Nir Eyal
Referential materials « Hootsuite blog

(https://blog.hootsuite.com/social-
media-best-practices/)

o Digital Marketing Strategy: An
Integrated Approach to Online
Marketing - Simon Kingsnorth
Sprout blog
(https://sproutsocial.com/insights/)
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e Hello, My Name Is Awesome: How
to Create Brand Names That Stick -
Alexandra Watkins

e Social Media Today
Referential materials z)https://www.somalmed|atoday.com
e Rock content

(https://rockcontent.com/blog/)
o Enterpreneur
(https://www.entrepreneur.com)

A group of 60 young participants, with
20 individuals from each of the three
partner countries, share a common
need for skills in digital
entrepreneurship and developing a
digital marketing knowledge.

Participants
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https://rockcontent.com/blog/
https://www.entrepreneur.com/

PROPOSED AGENDA

O-l e Introduction

DAY e |ce- breaker

e Business environment — factors and influence

e Tools and examples of business environment
analysis: (Digital) Business models — types and
characteristics
Examples of digital business model

e Business Model Canvas — elements and examples

Exercise: Development of a Business Model Canvas
for a business idea (teamwork)

02 o Generation of business (green) ideas

DAY « Methodology of Creative problem solving (CPS
model)

« Generation, selection, and evaluation of business
ideas.

e Brainstorming technique. SCAMPER technique.

e Exercise: Development of a Business Model Canvas
for a business idea (teamwork) part 2
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PROPOSED AGENDA

03 e |ce- breaker

DAY e Introduction to Digital Marketing
e Marketing Mix
« Digital Marketing Goals and Objectives

« Marketing Funnel and Key Performance Indicators
(KPls)

04 « Digital Marketing Strategy

DAY « Key Components of a Digital Marketing Strategy
Framework: Intent, insights, best moves, content,

channels.

e Introduction to Lead Generation

« Digital Marketing Tools and Automation.




PROPOSED AGENDA

05 o Exercise: Development of a Business Model Canvas

DAY

for a business idea (teamwork) part 3

« Development of a Digital Marketing Strategy for the
business idea

e Presentation
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BOBE/]

[NMpoekToT Kako Aa ce cTaHe AUrnUTaAsIeH rnperripyuemMaydy? 1ma
3a uen ga rmm obydynm mnagute on CeBepHa MakeooHwuja,
Byrapuja [Mloncka ga CcraHaT  MOHW  OUTUTANHU
npeTrnpuveMadn. NpoeKkToT e npenBoaeH on 34pPYXKEeHUETO 3a
KynTypeH mn obpasoBeH pa3eoj YOUTH ON BOARD opg Ltum,
CeBepHa MakegoHMja Bo NnapTHepcTBO co Via Civic Association
on byrapuja n Stowarzyszenie Rozprawy o Europie oa Noncka
dnHaHCKMpPaH oa NporpamMaTta Epasmyc+, MNapTHepPCTBa o4 Manu
pa3Mepu Kaj MnaguTe.

[MpoeKTOoT uenn Oga rm noarorBu Mnagute oo CeBepHa
MakegoHuja, byrapmja v lNoncka ga crtaHaT MOHW OUTrUTanHU
npetnpuemMadn. [NONoONHUTENHO WUCTMOT 1) Ke co3gage
MHOBATMBHA MpPOorpamMa 3a obyKa 3a gurmntanHuy npeTnpuemMadm
N 2) Ke ' 3ajakHe Kanauutetute Ha 60 Mnaau nyre ga crtaHart
MOHW OUTrMTanHu npetnpmemMadm (20 no 3emja).

[pyna Maagn nyre HOMMHUPAaHW o MapTHEPUTE Ha MPOEKTOoT
Ke M nopgobpat cBoUTe AUTUTaNHUW BeLTUHKM MNoTPpebHM 3a
npekBanndmrKalmja 1 yCoBpLUYyBarbe 3a Oa MoXKaT da pa3BujaT
CBOU OUTUTaNHK NpeTrnpujaTthja, Aa ce BpaboTaT BO AUrUTaNHU
npeTnpujaTMja UNM BO TaKBa KOja MMa HaMepa [Aa M KOpUCTU
NPUOOBUBKUTE O AUTUTaNHaTa TpaHchopMalumja.

[MPOEKTOT K& I’ KOMBUHUPa AUTrUTanHUTE N NpeTnpueMadkmTe
BELUTUHW 3a MOHUTE NpeTnmMpuemMadm Ko rv noaroTsyBaaT Oa
OCHOBAaAaT CBOW JTOKA/THM KOMMAHWKM CO LUTO Ke CTaHaT nmaepu
Ha EeKOHOMCKMOT mMa3ap. WcTo Taka, Ke npuaoHece 3a
ouruTanHa TpaHchopMaLmja Ha OMLITECTBOTO n
npeTnpueMHMYKaTa 3aefHuLUa MNpeKy Pas3Boj Ha AuruTanHa
MOArOTBEHOCT, U3OPXIMBOCT U KamauuTeT Ha MnaguTte nyre
KOW ce rnaBHa Les Ha OBOj MPOoeKT. MnaguTe Ke nMoMmHaT HU3
HEKOJKY Pas3nMYHM MOOYIN U CECUU 38 MEHTOPCTBO KOWU Ke I
MOAroTBaT Aa CTaHaT UOHW OUTrUTaNHU NpeTrnpuemMadn.
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onutm NHOOPMALIUUA
3A TPEHUHT
NMPOIrPAMATA

MporpamaTa 3a 0byKa 3a UOHWU OUTrUTanHKW NpeTrnpueMadm e HaMeHeTa KOH
Mnagn nyre opg CeBepHa MakegoHuja, Byrapuja u oncka, Hygejku U
MOYXHOCT [1a CTeKHAT BELWTUHW 338 WUOHW MMNAAMN OUrUTanHy npeTrnpmemMadu.
KoHKpeTHO, NporpamMaTta 3a obyKa Ke 3ajakHe KanauuteTu Ha 60 mMnagum
nyre op TpWUTe 3eMju [da cTaHaT WAOHW  OUruUTanHy  npetrnpueMadn.
MporpamaTa BK/y4YyBa TEOPETCKU U MPaKTUYHU OeNOoBU MPULOPYXKEHU CO
MHOIY MPUMEPU KOU MM BoOaT YyY4eCHULUMUTe Oa paboTaT Ha HUBHUTE BU3HUC
noen. KombuHaumMja Ha pasnyHu MeToaun - od dopMasiHO U HedopManHo
obpasoBaHMe ce BKyYeHU BO Hea.

Mporpamara e noaesieHa Ha ABa Aesa. MpBuoT Aen (]
npetTnpumeMHULLUTBO, 6U3HMUC Mopenu m ONKpyXyBakbe U reHepuvpame
6U3HMC naeu, apoaeka sTopuot aen e OCHOBU Ha AUrnTasrieH MapKeTUHT,
KNy4YHU KOMIMNOHEHTU Ha paMKa 3a AUrmtaJ/iHa MapKeTUHr CTpaTeera,
KPI's.

MpeTnpUeMHULLTBO, OU3HUC MOLENMN, OMNKPYXXyBarbe W TreHepuparbe
OU3HWC MOen coap»Ku 2 Moaynu, 8 cecmn OoaeKa CekKoj Moyl UMa 4 cecum.
Moayn 1 ce doKycupa Ha NpeTrnpueMHUYKa KynTypa 1 BeLTUHUN, KpeaTUBHO
pellaBarbe MpobneMu U reHepuparbe 6M3HUC naen. MoaynoT ABa ondaka
OENOBHO OMKPY)KyBarbe, AUrUTanHM OeNOBHU MoOenn 1 nNiaTHO 3a BU3HKUC
Moaenu.

OCHOBUTE Ha OUTUTANTHUOT MAPKETUHTI, KNYYHUTE KOMMOHEHTM Ha paMKaTa
3a CTpaTeruja 3a gurutaneH MapkeTuHr, KPl coop>xm oBa moaynia v ceaym
cecuun. lMpBaTa cecuja € OoHMNajH U M ondaka OCHOBUTE Ha AUMUTANTHUOT
MapKeTUHI, BOBe[ BO Pa3fIMYHM TUMOBW Ha OUTUTANEH MAaPKETUHT, Lenm u
Lenn Ha OUTUTaNHMOT MAapPKETUHT U KITYYHUTE KOMIMOHEHTM Ha paMKaTa Ha
CTpaTerunjata 3a AurnTaneH MapKeTuHr. BtopaTa cecumja e odnajH 1 ondaka
MHTErpmpaH OuUrntaneH MapKeTUHI, efleMeHTU Ha CcTpaTermja 3a cuieH
6peHa, MapKeTUHI Ha couMjaiHUTE MeduyMU, MAPKETUHI Ha COAPXUHA U
Mepere Ha NepdopMaHCUTE Ha YHEHETO.
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COOPXWUNHA HA TPEHWUHI
NMPOIrPAMATA

NMpeTnpueMHULWITBO, BU3HNC MoaEeNUn U
OMNKpY)XXyBarbe U reHepuparwe 6U3HUC ngemn

Ta6ena 1: MpeTNpMeMHULLUTBO, KPeaTUBHO pellaBake npoénemu mu
reHepupare 6U3HUC naeu

AUruTanHo npeTnpueMHULLUTBO,
Ume KpeaTUBHO peluaBake npobnemum
M reHepupame 6M3HNC ngen

e Mopobpo pa3bupatrse Ha
NPeTNPUEMHULLTBOTO 7
HEeroBoTo BNuYjaHue Bp3
OMLITECTBOTO.

o CTekHyBatbe Ha 3Haerba W
BELUTUHU 3a KpeaTUBHO
pellaBarbe npobnemm 7

reHepuparse 6U3HUC ngen.
o Co3ganeHo OpBO Ha Npobnemu.
Lenu e [eHepMpaHu noeun 3a
pelleHumjaTa Ha npeTxogHo
perncTpmpaHmnoT npobnem.

e 3rofieMeHo CaMoO3ajaKHyBaHbe,
camogoBepba UM YYBCTBO Ha
HEe3aBMCHOCT.

e 3rofieMeHa KOHKYPEHTHOCT Ha
Ma3apoT Ha TPpyL4oT.

e 3rofieMeHa MOTUBaLMja 3a
3aMo4YyHyBaHse COMCTBEH BUM3HMUC.
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MeTtoau

ObykaTa ce 6a3mpa Ha MeTomoformMjarta
3a WCKYCTBEHO y4erbe. VICKyCTBEHO
yyerbe e  MeTodosiormja  Koja  ro
HarflacyBa y4YereTo MpPeKy MNPaKTUYHO
MCKYCTBO, [Pa3MUCyBarbe U  aKuuja.
ICKYyCTBEHOTO y4erse BKydyBa MpoLec
oo  4eTUpUu  YeKopu: OOXMBYBaH-E,
pa3sMuCyBarbe, KOHLEeMNTyanmsauuja u
npMeHa. Bo daszaTa Ha OoXXMBYBahbe,
ydecHuumTe ce BKy4yBaaT BO
aKTUBHOCT LUITO M Mpeam3BuKyBa Oa rm
MPUMEHAT CBOUTE 3Haerha W BELUTUHM
BO peaneH KOHTeKCT. Bo ¢da3ata Ha
pa3MunCiyBamb-e, ydyecHuumTe
pa3MuncyBaaT 3a HUBHUTE MCKYCTBa U
rn noeHTndnKyBaaT KNy4YHUTE
cornenyBarba M Hay4dyeHuTe nekumun. Bo
dazaTa Ha KOHLIenTyanm3laumja,
y4yecHUUmMTe T  UMHTerpupaar cBouTe
MCKYCTBA BO MOLUMPOKM KOHLENTU U
Teopumn. KoHeyHo, BO ¢azata Ha
annuumparbe, yyecHuumTe ro
MPMMEeHyBaaT OHa LWTO O Haydune BO
HOBW CUTyaLINW.

EoHa oo KIy4YHUTe npuaoobuBKM Ha
MCKYCTBEHOTO Yy4yetbe € Toa LWTOo UM
OBO3MOXYyBa Ha y4YeCcHULWTE Oa pa3sBujaT
NPaAKTUYHM BELUTUHU W KOMMETEHLUU
KOW ce MPUMEHNIMBU BO pPeaniHUOT CBET,
npeKy CTEKHATOTO MCKYCTBO,
npe3eMareTO COMCTBEHOCT Ha HUBHOTO
ydyerse U TMMcKaTa paboTa.
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« Cecmja 1: BoBeg M urpa 3a
3ano3HaBakbe:

Bex6ba: J[leH BO »>XWUBOTOT HQ eneH

npetripyemay: Kou ce npetripynemaym?

Crioco6HOCTU U  KAPAKTEPUCTUKU HA

ANTUTAITHUTE MpeTripruemMayu.

e Cecnja 2: TleHepuparwbe 6U3HUC
(3eneHwm) mnaen npekKky
MeToposiormjatTa Ha KpeaTUBHO
pewaBare npo6nemu (CPS moaen).

Bexx6a: Kpeupare HA OpBO 30

npo6aemm

« Cecnja 3: NeHepupame, uUslbop u
eBanyaumja Ha 6M3HUC uaew.
TexHuka 3a ©6ypa Ha wupewn.
SCAMPER TexHuKa.

Bexx6a: Cnumcok ong 50 acnuvpauum;

COCD kytunja 30 wm36bop HA wugev u

MQATPULQA 30 OLEeHYBAH-E.

« Cecumja 4: lInckycuja n eBanyaumja

MNMpuka3 Ha cecujaTa

e EntreComp: The Entrepreneurship
Competence Framework,
https://eige.europa.eu/resources/Ifna
27939enn.pdf

« DigComp Framework, https://joint-
research-
centre.ec.europa.eu/digcomp/digco
mp-framework _en

o Creative Education Foundation
(2015). The CPS Process,
https:.//www.creativeeducationfound
ation.org/what-is-cps/

e Puccio, G., Mance, M., and Murdock,
M. (20T11). Creative Leadership: Skils
That Drive Change (2nd Ed),
Thousand Oaks, CA: Sage.

KopucTteHa nuTtepaTypa
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YyecHuUum

60 y4yecHUUM of TpUTe 3eMjM1 MapTHepPU
(no 20 opg cekoja) — ™Maagun nyre co
notpeba on BeWTUHWM 3a AOUrnTanHo
NPeTNnPUEMHULLTBO 7 Pa3BOj Ha
COMCTBEH BUM3HUC.
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Tabena 2: [1eNOBHO ONKpY)XyBare, (AUrutanHu) genoBHU Moaenum u
Business Model Canvas

Tabena 2: [1lenoBHO OMNKpPY)XXyBame,
(AamruTanHuM) penoBHU MoAaenun wm

Ume .
Business Model Canvas

o Pa3BMeHO 3Haere 3a dakTopuTe
Ha [OeNOBHOTO OMKPY)XyBarbe U
HUBHOTO 3HaYeHe 3a OBU3HUCOT;

e 3ro/ieMeHo 3HaeHe 3a Oe/TOBHUTe
MoOenu — HMBHaTa uen, TUNoBu u
efieMeHTH;

o CTEeKHaTM BEeLWTMHWM 33 Pa3BOj Ha
OU3HWUC Moaern,

o PasBmeH Business Model Canvas
3a Pas3INYHUN BU3HUC naeun

e MNMogobpeHn BeLTUHKM 3a TUMCKA
paboTa

Ulenu

ObykaTa ce 6a3unpa Ha
MeTogosiormjaTa 3a MCKYCTBEHO
yyerbe. MckyCTBEHO  y4yerse e
MeToOoMnormja Koja ro HarnacyBa
yYeHeTO MpeKy MpPakKTUYHO UCKYCTBO,
Pa3MMCyBaHE % aKuuja.
ICKyCTBEHOTO yyerbe BKy4yBa

Metoau npoLec on yeTmnpu yekopu:
OOXXMBYBaHbE, pa3MMCyBaHbe,
KOHUEeNTyanmsaumja m npuMeHa. Bo
$dazaTa Ha OOXKUBYBaHse, ydecHULUUTe
ce BK/y4yyBaaT BO aKTUBHOCT LUTO M
npegu3BukKyBa [da M MpuMeHarT
CBOMTE 3Haekba WU BEeWTUHM BO
peaneH KOHTEeKCT.



Bo  ¢aszaTa Ha pa3MunCyBatbe,

ydecHunumTe pasMucryBaaT 3a
HUBHUTE MCKYCTBa n r
MOeHTUbUKyBaaT KNYyYHUTE

corfiegyBarba WM HaydyeHUTe NeKuUn.
Bo da3ata Ha KoHuenTyanusauuja,
yYeCHULUMTE TU UMHTErpupaaT cBoOUTE
MCKYCTBa BO MOLUMPOKM KOHLEMTU WU
Teopunn. KoHeuyHO, BO az3ata Ha
annMumnparse, yyecHuumTe ro

MeTtoaun MPUMEHYBaaT OHa LUTO ro Hay4usie BO
HOBU CUTyaLUN.
EoHa of KAyyYyHUTe npuaobmBKKM Ha
MCKYCTBEHOTO Y4yerbe € Toa WTOo UM
OBO3MOXYBa Ha YydyecHuUUUTe [Oa
pa3BMjaT MPaKTUYHU  BELUTUHKU U
KOMMeTEHLNM KOW Ce MPUMEHSTMBU BO
peanHMoT CBET, MpPeKy CTEKHATOTO
MCKYCTBO, Mpe3eMaHeTO COMNCTBEHOCT
Ha HWMBHOTO Y4yerbe U  TMMCKaTa
paboTa.

« Cecwuja 1: BoBep,

o [1eNOBHO OMKPY)KyBarbe — GaKTopwu
W BNUjaHMe,

o ANaTKU MU MPUMEPU 3a aHanM3a Ha
0EN0BHOTO OMKPY»KyBaHse

e Cecuja 2. (OurutanHun) [OdenoBHU

Moaenm — TUMOBWU n
. KapaKTepPUCTUKMN
NMpukas Ha cecujaTa
o MpUMepU Ha OUrUTaANHU OeNOBHU
Moaenm

o Cecwmja 3: MnaTHO 3a BU3HKC Moaen
— eNeMeHTn U NpuMepu
Beyx6a: Pa3Boj Ha naaTtHO 3a 6mM3HUC
mogen 3a 6usHUC wmaeja  (TMMCKQ
paboTa)
o Cecwmja 4: [1nckycuhja n eBanyaumja
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 Marketing management 14th ed., P. Kotler
and K.L.Keller, 2012, Pearson Education,
Inc., https://cdn.website-
editor.net/25dd89c80efb48d88c2¢c233155d
fc479/files/uploaded/Kotler_keller -
_marketing_management_l4th_edition.p

df
e Principles of Marketing 2nd ed., P. Kotler
et.al,, 1999, Prentice Hall Inc.,

https://ipsedu.in/downloads/MBABooks/pr
inciples-of-marketing-philip-kotler.pdf

e The Marketing Book, M. Baker, 2003,
Butterworth-Heinemann An imprint of
Elsevier Science,
https://htbiblio.yolasite.com/resources/Ma
rketing%20Book.pdf

e K. Reed. (2020) Strategic Management.
Blacksburg, VA: Virginia Tech Publishing.
https://vtechworks.lib.vt.edu/handle/10919/
99282

e W. Colin (Colin M.) Strategic management,
2004, PALGRAVE MACMILLAN, http://dr-
ama.com/wpcontent/uploads/2013/10/Stra
tegic-Management.pdf

e Business Model Canvas, Strategyzer AG,
Zone Industrielle (ZI) Le Tresi 9B

1028 Préverenges, Switzerland,

https://www.strategyzer.com/canvas/business

-model-canvas

e Digital Business Models Driving
Transformation and Innovation, Editor
Annabeth  Aagaard, 2019, Springer
International Publishing AG,
https://digilib.stekom.ac.id/assets/dokume
n/ebook/feb_b2c8f17b97be0bc97c3fbb133
d80196defb2148f 1643016133.pdf

KopucTteHa nutepaTypa

60 y4decHMUM ofO TpUTe 3eMju MNapTHepu -
MNagn nyre co noTtpeba on BewTWMHM 3a
ONTNTANHO MNPEeTNPUEMHULLITBO U PA3BOj Ha
concTBeH BUsHUC.

YyecHumn
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OCHOBMU Ha AUrutTaneH MApPKEeTUHr, K/NYYHM
KOMMOHEHTM Ha PpPaMKa 3a cTpaTteruja 3a
anrntaneH MapkeTuHr, KPI

Ta6ena 3: OCHOBU Ha AUIrNTaNIeH MAapPKEeTUHI, KIIy4YHU KOMMOHEHTH
Ha paMKa 3a cTpaTeruvja 3a guruTtasieH MapkKeTuHr, KPI

OCHOBM Ha AUrnUTasieH MapKeTUHT,
K/1ly4YHU KOMMOHEHTU Ha paMKa 3a
cTpaTeruja 3a gururtaneH
MapKeTUHr u KPI

Ume

« Pa3Boj Ha KPUTUYKO
pa3MuncnyBarbe W BeLTUHWM 33
pellaBatbe Npobnemu.

e VcTparkyBarse Ha
NPeTNPUEMHULLTBOTO.

e OcTaHeTe BO Tek co
TexHonorujara: OurntanHuoT
MapPKETUHT MOCTOjaHO ce
pa3BMBa Kako LLUTO ce nojaByBaaT
HOBU TEXHOMOrMM n nnatdopmu,
mna ydyereTo Ha AUTUTanHUOT
MapPKEeTUHI MOXXe 4@ UM MOMOrHe
Ha CTyOeHTUTe Ja OCTaHaT BO TeK
CO HajHOBUTE TPeHOoBM U
HamnpeaooK BO TexHoorujaTa.

e MNopobpyBarse Ha
BpaboTnmBocTa: BewTuHUTe 3a
AUrnTaneH MapKeTUHr ce MHOry
bapaHn on paboTogaBuUUTE BO
PA3MNYHM  UMHOYCTPUK, WTO I
NpPaBu CTyOeHTUTE NMOMPUBIEYHMN
3a noTeHuUMjanHuTe
paboTogaBL .

Llenn
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MHTEepakTMBHO Yy4dere - M BKydyBa
yYeHUMLUMTE aKTUMBHO BO MPOLLECOT Ha
ydyerbe MpeKy [OUCKYyCUja, npallarba M
crogenyBatbe Ha MCKYCTBEHO 3HaeHbe.
ObykaTa ce peanm3npa Npeky cTyamm Ha
Cny4yaj, CNVKK, Mpe3eHTauumn, Bmoea u
NPAKTUYHMN npuMmepm on, TpuTe
BKTYYEHU 3EM]W.
Mpeky oOBa WHTEPAKTUBHO  Yy4yetrbe,
MeTtoau yyeHunumnTe ce oxpabpyBaaT aa
copaboTyBaaT, Oa M M3pasaT cBouTe
MUCNeHa M Oa UCTpaXKyBaaT pPasINYHU
nepcrneKTMBKM, CO30aBajKM OMHAMMYHA U
NpuvBfie4YHa cpeguHa BO YyYunHULATA.
3ropa Ha Toa, crnoaenyBaHeTO Ha NNYHU
MCKYCTBa U 3Haerba MOTTUKHYBA YyBCTBO
Ha 3aedHMUA WM yderbe o4 BPCHUUM,
O6MOEjKN  ydyeHuuMTe ydaT egHu o
Pa3MYHM MOTEKA N NEePCNEKTUBMN.

« Cecmja 1: BoBeg BO AurutaneH
MapKeTUHr, Boeeg BO TUNOBUTE Ha
AUruTaneH MapKeTUHr, MapKeTUHr
MuUukc (The 4ps of Marketing)

e e wm  uenm Ha guruTaneH
MapPKEeTUHI.  MapKeTUHI MHKa U
KNYy4YHUW NMokasaTenu 3a n3eenba

« Cecuja 2: CtpaTteruja 3a gurutaneH
MapKeTUHI, K/NYYHU KOMIMOHEHTU
Ha paMKa 3a cTpaTterMja 3a
AUrNTaZieH MapKeTUHIr: HaMepa,
yBufa, Hajao6pu notesun, COApPXKUHA,
KaHanu.

Bexx6a: Pamka 3aQ cTpaTteruja 3a
anrntasneH MAPKeTUHr 3d  No3HATU
6peHaoBM. Kako Coca-Cola m
3a4p>KyBA cBouTe KANEHTU 2
cTpaTermjaTa 3ag Hea?

NMpukas Ha cecujaTa
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« Cecmuja 3: BoBeg BO reHepupame
Ha NoTeHLUMNjaTHN K/TUEHTMH,
KnyyHn enemMeHTH, [loBUK 3a
aKumja, LUenHu cTpaHUMUM Ha
nonynapHuM 6peHAOBU, Hajao6bpu
NPaKTUKMU.

e ANATKWM 3a OUTNTANEH MAPKETUHT U
aBTOMaTu3aLmja.

Mpukas Ha cecujaTa

o Digital Marketing Strategy - An
Integrated Approach to Online
Marketing - Simon Kingsnorth

e Investopedia
(https://www.investopedia.com/term
s/d/digital-marketing.asp)

e Hubspot blog
(https://blog.hubspot.com/marketin
KopucrteHa nutepaTtypa g/beginner-inbound-lead-

generation-guide-ht)

e Coca-Cola Case Study - Research
gate
(https://www.researchgate.net/pubili
cation/366463711_Case study_on_th
e_Coca-
Cola_Company_Prepared_by_Durdo
na_Bakhodirova_mo-88_group)

[pyna og 60 Mnagum ydecHuym, co 20
YyecHUUM noeauvHUM O CeKoja oO TpuTe 3eMju
napTHepPW.
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Tabena 4: UHTerpupaH gUruTasieH MapKeTUHr

MHTerpupaH aMrntaneH MapKeTUHr —
cTpatermja 3a 6peHA, nNfnaH 3a
AUrUTaneH MapKeTUHIr U MepeHe Ha
nepdopmMaHcuTte

Ume

o [MopgobpeHun KOMYHWKaLMCKMN
BELTUHMU: Coop>XUHCKMOT
MapPKETUHI W  MapKEeTUHIOT Ha
coumjanHmTe mMeounymm GapaaT of
CTyOEeHTUTE edeKTnBHO na
KOMYHULMPaaT MpeKy pasfinyHun
MeOMYyMM KaKO TeKCT, rpadumka u
BMOEO.

o Pazbuparbe Ha ogHecyBaHbeTO Ha
noTpoLlyBaymTe

e 3roneMeHa KpeaTmMBHOCT

o [Mogob6peHa anrmnTanHa NMCMeHoCT:
YUYEHETO MAPKETUHI Ha COOPYXXUHA

Llenu M MapPKETUHIOT Ha counjanHute
MeguyMuM MoXKe pfa ja nogobpwu
anrmtanHaTta MUCMEHOCT Ha
YUYEHNUUNTE U3MOXKYBAJKM M Ha
PA3IUYHKM  OUTUTANTHKM  anaTKKU U

nnaTtdopmMun.
e Pazbuparbe Ha BaXHOCTa Ha
bpeHOnpPaHeTO: YyereTo 3a

MOEHTUTETOT Ha BPeHOOT MOoXe Oa
MM MOMOTHe Ha ydYeHuuuTe Oa ja

pa3bepaTt BaXKHOCTa Ha
bpeHOMparbeTOo BO CO3[aBaHETO
ycrneLwleH OU3HNC nnm
opraHmsaLumja.



o [oronema dnekcnbunHoct 7
MPaKTUYHOCT. E-TproBujata UM
OBO3MO)yBa Ha 6OW3HUCUTEe [Oa
paboTaT oOHMajH, obe3benyBajKn
noronema dnekcnbunHocT 7
MOrogHoOCT M 3a OM3HUCUTE M 33
noTpollyBaymTe. YuyereTo Ha e-
TproBmja MoXe Oa UM MOMOrHe Ha
CTYOAeHTUTe ga ro  pasbepaTt
MOTeHLUWMjanoT Ha OHNajH BU3HUCOT
M NPMOOOUBKKMTE LLUTO TOj MOXe Aa
1 MOHYyOM.

Llenu

MHTEpPaKTUBHOTO y4derse M1 BKJy4yBa
yYEeHULNTE aKTMBHO BO MPOLECOT Ha
yyerbe MNpeKy AUCKYyCUja, npallarba U
crnoaenyBarbe Ha MCKYCTBEHO 3HaeHse.

ObykaTta Ke 6buoe obesbeneHa npeky
CTYOMM Ha cnydaj, CNUKW,
npeseHTauun, BUOea W MPaAKTUYHU
npuMepu o TPUTE BKIYYEHU 3eMjU.

MpeKy oOBa WHTEPAKTUBHO Y4etbe,
ydyeHunumTe ce  oxpabpyBaaT Aa
copaboTyBaaT, Oa M m3pasaT CBOUTE
MUCIieHba M Oa UCTPaXKyBaaT pas3nMyHMU
MepcneKTnBK, CO30aBajKM OMHAMUYHA
“ MPUBAeYHa cpegmHa BO y4mnaHMLaTa.
3ropa Ha TOoa, cnogenyBarbeTO Ha
NYHU UCKYCTBA M 3HaEHa MOTTMKHYBA
YyYBCTBO Ha 3aefHMUa U ydyerbe o[
BPCHULM, OUOEKM ydeHunuuTe y4aT
egHn OO Pa3fMYHKM  noTekna M
nepcnexKkTnBun.

MeTtoaun
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o Cecuja 1: EneMeHTU Ha cTpaTermja
3a cunHa 6peHAa; EanHcTBeHa
noHyAa 3a BpeaHoCT.

Bexx6a: LlenHa ny6naunka; pagere Ha
JINYHOCT HQ 6peHaoT.

« Cecyja 2: MapKeTUHr Ha
couMjanHnTe MeanymMmmn; OpraHckm
HacnpoTU TIJlaTeHU couunjasiHU
Meanymmn; MeHayep 3a OeNnoBHU
peknamm

o lWHa6bnoHn 3a nnaHUpawe Ha
couMjaniHuTe MeguymMm.

o« MapKeTHHI co coap)XuHa.

« Cecmja 3: NnaH 3a cTpareruja 3a
AUrnTaneH MapKeTUHr.

Bexx6a: Kpeuparbe Ha 7aH 34
CcTpaTerunja 3a guruTasaeH MApKeTUHT.
 Kpeuparme aurutanHa cogp)XuHa
CO NoMoLl HA MapKeTUHr anaTkKa -
Canva

« Cecyja 4: Mepemne Ha

neppopMaHCUTE Ha yYEeHETO.

NMpukas Ha cecujaTa

o Building a StoryBrand: Clarify Your
Message So  Customers  Will
Listen(https://www.stanventures.co
m/blog/digital-marketing-books-
professional-
read/#13_Building_a_Story_Brand_-

Donald Miller)
e Hooked: How to Build Habit-
KopucTteHa nuTtepaTtypa Forming Products - Nir Eyal
e Hootsuite blog

(https://blog.hootsuite.com/social-
media-best-practices/)

o Digital Marketing Strategy: An
Integrated Approach to Online
Marketing - Simon Kingsnorth
Sprout blog
(https://sproutsocial.com/insights/)
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e Hello, My Name Is Awesome: How
to Create Brand Names That Stick -
Alexandra Watkins

e Social Media Today
(https.//www.socialmediatoday.com

KopucteHa nutepartypa )
e Rock content

(https://rockcontent.com/blog/)
o Enterpreneur
(https://www.entrepreneur.com)

pyna o 60 Mnagn ydecHuum, co 20
YyecHUUMU noeaunHUM of CeKoja of TpuTe 3eMju
napTHepW.



https://www.socialmediatoday.com/
https://rockcontent.com/blog/
https://www.entrepreneur.com/
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